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PRIORITY ONE IN 2001: ADDRESSING THE
STAFFING CRISIS
ou will not be astounded by what you read in this article. Yet, the atten
tion you give to the issues discussed here could make the difference in
the success of your firm. And you must pay attention to these issues
now, not later.
The last decade in the CPA profession has been filled with challenges,
changes, and opportunities. I believe that the biggest hurdle of all—the staffing
crisis—will continue to grow in importance. This issue is so significant that it
will threaten the viability of many of our firms and will challenge the ingenuity,
resolve, and creativity of the profession.
I had an opportunity to witness two presentations on staffing at the October
2000 AICPA Council meeting. The presentations focused on studies commis
sioned by the AICPA to address the 150-hour requirement. The future action
recommended by the studies was not to revoke the 150-hour requirement, but
instead to address specific realities present in colleges and universities.
Highlights of the realities identified by the studies follow.
In 1990, 4% of all college students were accounting majors. In 2000, the per
centage is now 2%, a decrease of 50%. Additionally, the studies concluded the
overall quality of accounting graduates may have declined. One study indicated
that American colleges and universities are right-sizing their accounting depart
ments to meet current demands. This means that even if there is an increase in
students who want to become CPAs, universities will have capacity limits.
These facts have a strong impact on the working world. The lack of graduates
and the additional year of education is causing a dramatic increase in salaries
across the board. The generation X work ethic, access to national salary infor
mation, and a shortage of accountants has placed current staff in constant jeop
ardy. The conclusion is there is seems to be little relief in sight.

Y

How should your firm respond to the crisis?
I recommend developing a proactive, strategic plan to
address the staffing issues. I believe that there are five
strategic initiatives that should be included in the plan.

1. Develop a firm-wide retention strategy.
The lower your turnover, the less required hires. A
retention strategy should be a dynamic effort to con
tinually address the needs of your employees. The
strategy should be written and communicated to all
employees and should include task forces, focus
groups, and benchmarking efforts. The strategy should
reflect your firm’s culture and initiatives. Your policy
may include such items as work-life balance, advance
ment opportunities (which means not only upward
promotions, but also chances for more challenging
work), effective communication, showing apprecia
tion, and options for those individuals who may not
want to be on an upward career ladder (the dual
career option). Even though we should not be held
hostage by the demands of employees and recruits, it
is important that we take the time to listen to their
needs and address those that make sense. Studies
show that people do not leave employers strictly due
to compensation, but it is still important to pay fairly.
In this day and age, it is important to continually assess
how your firm’s salary structure and benefits compare
with those of your competitors.
2. Develop a firm-wide hiring strategy.
The retention strategy should be complemented by a
hiring strategy. The hiring strategy should also be writ
ten and dynamic. To be successful, the strategy must
deliver outside-the-box recruiting methods that are
creative and imaginative. The biggest key to successful
recruiting is to understand your firm’s culture and its
needs, then strategically hire people who will fit with
in the organization. A wrong hire can cost your firm
significant time, dollars, and morale. Recruiting
includes ads (make them creative), Web sites, college
relations, and positive recognition, such as awards,
publications, and media coverage. It is also important

to identify what makes your firm special and focus on
those items in your recruiting efforts. The hiring strat
egy should outline the steps a recruit will go through
before an offer is made (for example, application, back
ground check, and various interviewers). Get your
partners involved by making recruiting a part of their
goals for the year as well as tying a piece of their com
pensation to their results. Lastly, include an orienta
tion program in the hiring strategy. How well and how
quickly your new recruit assimilates to your environ
ment can make a difference in your retention rates.

3. Eliminate unprofitable clients.
There has never been a better time to weed out your
underperforming engagements. If the staffing crisis
limits your intake of new clients, why not adjust your
capacity to handle the clients you want to represent?
Not only will this increase the profitability of your
firm, but it should also aid in your retention efforts. It
is most likely that the 20% of your clients that should
go elsewhere are leading to 80% of your employee’s
headaches (such as collection issues and type of
work). Maintaining those clients may even be the fac
tor chasing employees out the door.

4. Review all your work processes.
I would recommend you engage process-improvement
consultants, such as Audit Watch, to provide an exter
nal review. A big part of this initiative should be to har
ness your technology to gain real, quantifiable effi
ciencies. I believe there are huge gains to be made by
streamlining your work processes and, once again,
techniques such as using the latest technology and
cutting-edge procedures can lead to happier, more pro
ductive employees. Use these tools to allow current
employees to concentrate on the more challenging
tasks as well as a perk for potential recruits.
5. Raise your fees, even at the risk of losing business.
Your cost of doing business will continue to escalate at
staggering rates as new graduates’ starting compensa
tion continues to increase. Unless you want to enter
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the nonprofit sector (and I don’t mean as a niche),
your fees must represent your costs of doing business.
By charging appropriately, employees will understand
that you value what they do and clients will be forced
to assess the value you add to their business.

I believe we will look at the last ten years as golden
years for the CPA business, and the next ten years as a sig
nificant challenge to maintain the strides we have accom
plished. Firms must be proactive and creative to suc
ceed. The sooner your firm realizes that the staffing cri
sis ahead demands strategic intervention, the more likely
it is to survive.

—By Gary S. Shamis, CPA, M.Ac, Saltz, Sbamis &
Goldfarb, Solon, Ohio. Sbamis is tbe past Chair ofthe PCPS
Management of an Accounting Practice Committee.
Phone: 440-248-8787; e-mail: gshamis@ssandg.com.

SURVEY RESULTS FROM THE PCPS
2000 MEMBER SURVEY
When the PCPS Member Survey asked PCPS members to
identify what will be the most pressing problems three
years from now, the number one issue was staffing.

HELPING YOUR LARGER CLIENTS
MEET THEIR ACCOUNTING NEEDS
You are often able to provide your smaller clients with
complete accounting solutions. Installing and providing
consulting services for such software packages as
QuickBooks and Peachtree Accounting for Windows have
become a standard CPA offering; some firms have even
found a niche installing and providing consulting services
for midrange accounting software packages. However,
when one of your larger clients plans a conversion to a
high-end solution (such as Epicor, SAP, PeopleSoft, or JD
Edwards), that client will require assistance from the soft
ware vendor and specialized consultants. When it comes
to meeting the needs of enterprise-level clients, you will
find that your role becomes that of a trusted, objective,
and knowledgeable adviser.
This advisory role can be critical to the success of the
conversion and can be a valuable service to the client.
Further, you can generally bill at your normal billing rates
for these services, so it works out to be a winning situa
tion for everyone.
To assist the client in selecting and converting to an
enterprise-level solution, you need to be knowledgeable
of the client’s accounting, reporting, and management
information needs. Because of the nature of your rela
tionships with your clients, you most likely already have
this knowledge.
This article provides you with additional knowledge
and insights into the conversion process, so you can help
your clients avoid the common pitfalls of converting to
these higher-end systems. The following are some prob
lems frequently encountered when you engage an enter
prise consultant.

When you pick a consultant, you also
pick your product

SAVE THE DATE FOR THE 2001
FORUM ON STAFFING ISSUES
May 20, 21, and 22, 2001, are the dates for the AICPA’s
2001 Forum on Staffing Issues being held at the Omni
Interlocken Resort in Denver, CO.
Issues such as identifying and developing future
partners, recruiting the right person for your situation,
instituting a mentor program, and instituting an intern
ship program will be discussed. An optional session
consisting of a panel of gen X’ers from PCPS firms will
be held on Sunday, May 20, 2001.
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When you call an enterprise consultant and ask for inde
pendent assistance selecting an appropriate enterprise
solution for your client, the company sends a team of con
sultants to the rescue. Here’s the kicker—they may send
out the JD Edwards consulting team, the SAP consulting
team, or the Oracle Financials consulting team.
The team sent depends largely on the industry your
client is in and on the availability of the various consul
tants. Based on the feedback we’ve been privy to, it
appears that ten times out of ten, the consultants recom
mend the product that they consult on. For example, the
JD Edwards team always recommends JD Edwards, the
SAP consultants from the same consulting firm always
continued on page 4
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continued from page 3
recommend SAP, and the Oracle Financial consultants
from the same consulting firm always recommend an
Oracle Financials solution.
Keep in mind that the consultants often do not recom
mend the product right away—they will first undertake a
6- to 18-month evaluation of your client’s needs, a period
in which they assemble committees, ask questions, and
document various processes for a billing rate of approxi
mately $365 per hour. The recommendation may not be
delivered until tens or even hundreds of thousands of dol
lars in fees have been churned in WIP. And then they rec
ommend the same solution that might have been expect
ed all along.

Unavailable information needed for evaluation
Based on the previous scenario, you can probably save
your client a great deal of time and money and arrive at a
better decision by performing the needs analysis your
self. Unfortunately, the “system” does not work that way.
Often the vendors won’t provide you with the informa
tion you need to properly evaluate the product, and the
high-priced consultants don’t provide this information
either, without the “big bucks.” Amazingly, in some cases
enterprise vendors appear to have a built-in incentive not
to share this information with you; for example, one large
enterprise vendor pockets 15% of the consulting fees col
lected by all of its approved consultants.
An example of this omission to share hard information
is the JD Edwards Web site, where the particulars about
the product are not present. On this Web site you will
find no screen shots, no detailed feature lists, no Citrix
access to the product, no pricing information, and very
little helpful data. The JD Edwards Web site appears to
have been written by marketing people who are more
interested in “selling the dream” than offering technical
writings that “sell the reality.”

Customization championed as a way to
increase fees
Consulting firms are often too eager to customize the
enterprise product — all in the name of tailoring the solu
tion to your client’s exact needs. However, our feedback
suggests that it is overzealous customization recommen
dations that cause most enterprise installations to break
the budget and drag on forever. For example, in 1998
Eastman Kodak reported that after three years and $500
million, it was scrapping its implementation of SAP soft
ware. A contact at SAP blamed the consultants for trying
to customize all of the user screens—and sure enough,
SAP walked in and was able to get the product up and
running within six months; now Eastman Kodak is a key
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reference site for SAP.
Our advice is to implement the product and use it for
six months before beginning any customization work
(other than obvious customization needs). After six
months, you and your client will be in a much better posi
tion to identify what needs fixing and what doesn’t—
thereby reducing the fees and shortening the implemen
tation time frame dramatically.

Engagements staffed with inexperienced
college graduates
One of the most frequent complaints is that the people
who are actually out doing most of the work are very
inexperienced. In most cases these “newbie” consultant’s
supervisors were experienced enough, but they seemed
content to simply train the newbie consultant at the
expense of the customer.
Our advice is that you should ask the consulting firm to
specifically name the personnel who will be assigned to
your engagement and set standards for minimum work
experience for each of the assigned staff. If newbies are
to be assigned to the engagement, perhaps you should
suggest that their billing rates should be dramatically
reduced.

Overpriced software
Many CPAs have complained that the enterprise consul
tants who sold them the software dramatically over
priced the product. For example, we know that a partic
ular enterprise software sells for about $4,500 per user,
which includes all the modules (of course, you imple
ment only the ones you need). However, one CPA told us
that the firm was charged $30,000 per user for the soft
ware—an amount that did not include implementation or
training. Our advice: Let the buyer beware.

Important caveats
This article does not mean to imply that all enterprise
consultants are substandard. In many cases, the consul
tants we have dealt with have been both knowledgeable
and a pleasure to work with. It appears that it is the
bureaucratic organization as opposed to the individual
consultants that cause the most problems. Many enter
prise consultants agree with the observations we have
made here but discount these problems as a necessary
part of a large consulting organization.
There are two strong arguments for retaining the ser
vices of an enterprise consulting firm:
1. The evaluation process does involve a great deal of
sophisticated understanding of your client’s current
needs. You may or may not have that talent on board.
If you do not possess this talent, then hiring an enterTHE PRACTICING CPA, JANUARY 2001

Ensure that your practice is the best that
it can possibly be! Take advantage of all that the
AICPA Practitioners Symposium has to offer.

2001 AICPA

PRACTITIONERS SYMPOSIUM
JUNE 11-13, 2001 • WYNDHAM PALACE RESORT & SPA • ORLANDO, FL

Pre- and post-conference workshops on June 10 and 13
Recommended CPE Credit: 24-26 hours

This conference is designed to provide attendees with a cost-effective way to address all
diversified training needs in one comprehensive, high-quality program. The authoritative
guidance gained from this annual event boosts the technical and managerial expertise
of partners, sole practitioners and shareholders of CPA firms of all sizes as well as firm
administrators, marketing directors and senior professional staff. Participation in targeted
roundtables permits in-depth explorations of the key issues affecting your practice. A wide
array of exhibitors present innovative practice development tools.

Here is but a small sampling of what you'll receive:
• Critical updates on FASB, SSARS, ASB, GASB and more

• The latest developments offered in sessions grouped in a variety
of special-interest tracks, including accounting, auditing and tax,
management issues for small and medium firms, consulting and
"What is happening to the industry?"
• How to provide more value-added services such as niche practices,
performance measures, investment advisory services, technology
consulting, business valuation, and succession and retirement planning
• Comprehensive information to increase your technical knowledge
and management expertise in compensation, alliances, consolidations,
customer service, firm branding, staff mentoring, strategic planning,
selling your services and more

Register by
3/31/01 and

SAVE $50!
ISO 9001 Certified

CONFERENCE

PCPS Members
save an
additional $100!
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2001 AICPA PRACTITIONERS SYMPOSIUM
PRELIMINARY AGENDA
GENERAL SESSIONS

CONSULTING

Managing the Professional Service Firm

•

Building a Profitable Technology Practice

•

What Is Happening in the Profession

•

CPA Performance Views

•

Value Pricing

• How to Develop and Expand the Consulting
Division of Your Practice

•

• Implementing the Value Pricing Model —
Discussion Roundtable

• How to Add Investment Advisory Services
to Your Accounting Practice

• Making Teamwork and High Achievement
Part of Your Firm’s Culture

EARLY RISERS —
OPTIONAL BREAKFAST SESSIONS
NICHE ROUNDTABLES ON:
•
Business Valuation

•

Retirement Overview and Update

•

Developing a Litigation Practice

•

Business Valuation

•

Providing International Services for
Your Clients

WHAT'S HAPPENING IN THE INDUSTRY?

•

Investment Advisory Services

•

Litigation Support

• Portal — The Concept and What It Will
Do for Me

•

Yellow Book

•

Office of the Future — Voice Recognition

•

Fraud Prevention

•

XBRL — What It Is and How It Will Affect Me

•

Branding

•

Application Service Providers

•

Succession Planning

• Gadgets Galore — Letting the GameBoy
Generation Be More Productive

ACCOUNTING, AUDITING & TAX

•

Fraud Risk Management

•

FASB, SARS and GASB Updates

•

Branding

•

Audit Efficiencies

•

Multidisciplinary Practices

•

Smarter Audits

•

Yellow Book

•

Tax Aspects of Divorce

•

Hot Topics in Estate Planning

PRE- AND POST-CONFERENCE WORKSHOPS

MAP ISSUES

• PCPS Roundtable Brunch for
Small Firm Owners
•

Strategic Review

•

The CPA Firm: Styles and Strategies

Advanced Medical

•

Partner Compensation

•

•

Groom It or Lose It — Succession Planning

•

Solo But Not Alone — Strategic Alliances

• The Law as a Business — How to
Consult to Attorneys

• Marketing Your Services Through the
News Media
•

Results of Top Talent Survey

•

Mentoring and Staffing

•

Double Digit Growth

•

Track Selling System

•

Succession Planning

For further information, please visit

www.aicpa.or a/conferences

ISO 9001 Certified

CONFERENCE

REGISTRATION INFORMATION

REGISTRATION INFORMATION

Conference fee includes all sessions, conference
materials, continental breakfasts, luncheons, refreshment
breaks and a reception. Fee for workshops includes all
conference materials, lunch and refreshment breaks.
Hotel accommodations and other meals are not included.
Please note there is no smoking during conference
sessions. Suggested attire: Business casual.

AIRLINE DISCOUNTS
American Airlines:

1-800-433-1790

Continental Airlines: 1-800-468-7022

For further information, call the AICPA Meetings and
Conferences Team at (201) 938-3232 or send e-mail
to confreg@aicpa.org
HOTEL INFORMATION

For reservations, contact the hotel directly. Rooms
will be assigned on a space available basis only. All
reservations require a one-night deposit by check or
credit card. The hotel will process credit card deposits
when you make your reservation. Check with the hotel
for cancellation policy. To receive our special group
rate, mention that you will be attending the AICPA
Practitioners Symposium.
WYNDHAM PALACE RESORT & SPA

1900 Lake Buena Vista Drive

PO Box 22206
Lake Buena Vista, FL 32830-2206

(407) 827-2727
Room Rate: $155 single/double

5793-062 01/01

Hotel Reservation Cutoff Date: May 11, 2001

Reference Code:
OJXYTT

Delta Air Lines:

1-800-241-6760 File #168398A

United Airlines:

1-800-521-4041

CANCELLATION POLICY

Full refunds will be issued if written cancellation
requests are received prior to 5/21/01. Refunds, less
a $100 administrative fee, will be issued on written
requests received before 5/28/01. Due to financial
obligations incurred by the AICPA, no refunds will be
issued on cancellation requests received after 5/28/01.

Index #9375

Meeting
ID #554NY

CAR RENTAL DISCOUNTS

Hertz Car Rentals —
AICPA Member Discounts:
Call 1-800-654-2240
Reference Code CV #021H0003
Airline and car rental discounts are available only when
you or your travel agent book through the 1-800 number.
We strongly advise you to confirm your conference
registration and hotel reservation prior to making your
travel plans. The AICPA is not liable for any penalties
incurred if you cancel/change your airline reservations.

The AICPA has a special agreement with Carlson
Wagonlit Travel — The Leaders Group to assist you
with your travel arrangements. This travel agency may
be reached at 1-800-345-5540. If you prefer to make your
own travel plans, be sure to mention the participating
airline's reference number (listed above) to take advantage
of deeply discounted "Zone Fares" that do not require a
Saturday night stayover. Some restrictions may apply.

EXHIBIT AND SPONSORSHIP OPPORTUNITIES
Don't miss your opportunity to present and sell your
organization's services and products to thousands of
financial professionals and CPAs at AICPA conferences.
For more information on AICPA Conference exhibit and
sponsorship opportunities, please call (212) 596-6136.
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*Credit card registrations only
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$
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Please photocopy this form for additional registrations and be sure to include
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Conference Registration
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$695
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$570

$670

$770

□ (M2) Early Bird Registration
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□ (M7) Per-Day Registration
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□ (M6) Super Early Bird
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$745
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$395

$445

TOTAL $_______

SUITE

STREET ADDRESS

STATE
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PO BOX

ZIP

BUSINESS TELEPHONE

NICKNAME FOR BADGE
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BUSINESS FAX NO.

PLEASE COMPLETE:

PCPS Member?
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FICPA Member?

□ Yes □ No

AICPA Member?

□ Yes □ No

Member No. (required for discounted rates)

In accordance with the Americans with Disabilities Act, do you have any
special needs? □ Yes □ No (If yes, you will be contacted.)
(AICPA use only —PS01)

CONCURRENT SESSIONS
You will be able to select your concurrent sessions via confirmation package

prise class consultant may be absolutely necessary. Of
course, then you are back to the problem of the possi
bility that they will recommend to you only the prod
uct that they know best — regardless of what the eval
uation reveals.
2. Perhaps the most important issue you need to consid
er is that implementation of an enterprise-class prod
uct is often far more involved than simple installation
and training. In many cases, the act of migrating to a
new enterprise system is an opportunity to re-define
your client’s business processes, lines of communica
tion, internal procedures, and organizational structure.
Accordingly, an enterprise-class consulting firm has
better skills to help you identify and implement such
measures. If the results eventually allow your client’s
organization to operate in a far more streamlined envi
ronment, then the consulting firm will probably be
worth the big bucks you pay. However, if you are look
ing for a simple selection and implementation and
training engagement, you will probably pay way more
than you need to.

—By J. Carlton Collins, CPA, and William C. Fleenor,
CPA, Partners, K2 Enterprises, Hammond, Louisiana.
K2 Enterprises provides technology CPE for CPAs.
Phone: 504-542-9390; e-mail carlton@K2e.com and
will@K2e.com.

e-MAP SUBSCRIPTION NOW
AVAILABLE
Now, for only $ 150 for a one-year subscription, you can
get the most up-to-date guidance from e-MAP—your
online practice management toolkit.

The features of e-MAP include the following:
Monthly updates with new content and links
Convenience of anytime/anywhere access
Easy search capabilities
In addition, e-MAP is available for your entire firm at
an affordable subscription price.
To subscribe, you may go to www.cpaweb.org,
complete the Subscription Request Form, and we will
contact you to set up the subscription. Or, you may
also call (888)-777-7077.
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PLANT SEEDS IN TAX SEASON FOR A
BOUNTIFUL HARVEST IN THE SUMMER
The following article was adapted from David Cottle’s
Key Points (winter 2000) and is reprinted with permis
sion.
Income tax season is when clients are most receptive to
tax, estate, business, and financial planning. Yet that is
when you have the least time available to deliver these
services. It’s ironic that your clients are the hottest
prospects just when you don’t want them to be.
What to do... What to do...
Use the tax season to set up later appointments to
address these important issues with clients.
For example, when clients come to deliver their data or
to pick up their return, sit down with them and
"If it’s
all right with you, I would like to review your data and
tax return with you to see if there are opportunities we
are overlooking or threats we should address. Would that
be all right?” Nine out of ten clients will be glad you take
the time to review their data or return with them. The
review should take about a half-hour for most clients.
By the way, those italicized phrases “If it’s all right with
you” and “Would that be all right?” are very important.
They let clients feel in control of the interview and its
outcome. You don’t want to force anything on your
clients, so “ask to ask.” Okay?
You can apply this interviewing technique to non-tax
and business clients also.

Awaken client dissatisfaction
For clients to act, they must be dissatisfied with their cur
rent state of affairs. Use the interview to find, awaken,
and stimulate that dissatisfaction about the current situa
tion to convince the client to make changes, such as plan
ning his or her estate or retirement.
Key point. If nothing keeps your client awake at night,
maybe you have not asked the right question.
Here’s a variation: “If it’s all right with you, I would like
to ask you a few questions to see if there are
financial/business opportunities we are overlooking or
threats we should address. Would that be all right?”
Clients are willing to pay significant fees if you can save
them on taxes or improve their financial position or busi
ness. Tell clients during the interview that they may have
an estate, business, or financial problem.
Example: Every client with combined net work and life
insurance coverage of over $675,000 is a potential estate
planning client. But too many CPAs do not even know
each client’s net worth. And even fewer know each
continued on page 6
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continued from page 5
client’s life insurance coverage.
As you know, life insurance is the most heavily taxed
asset in America. So much insurance is included in the
estate—starting at 35%! It is simple to set up a life insur
ance trust. Yet few CPAs take the time to investigate.
You owe it to your clients to identify every one with a
potential tax, financial, or business problem.
Example: Jim reviewed clients’ 1040s for dividend and
interest income. He identified an elderly couple with a
$400,000 estate tax liability when the second spouse
died. Setting up an A-B Trust protected the clients’
estates. When Jim met with the clients to discuss his rec
ommendations, the husband was delighted at the savings
and happily paid a fee more than $1,000 above the CPA’s
standard charges and indicated he would have been
happy with a fee of $15,000!
Key point: Because people buy solutions to problems, if
your client does not have a problem, you do not have a
prospect.

Dig your well before you're thirsty
If you wait until summer to talk to your clients about tax,
estate, business, and financial planning, they might think
you were looking for their business only because you
have a vacant appointment book. That is bad for your
creditability.
The fact is that clients need these value-added services
all the time—you just don’t have the time during the busy
season.
Instead, talk to them during the tax season—just set up
the work appointment for after the busy season.
Do it this way: “Well, Charlie and Janet, it looks like you
may have an estate tax problem. I won’t know for sure
until I get more information and do some research. Let’s
set up an appointment for May 17 to discuss this. Would
that be all right?”
About the toughest response you will get is “How much
will that cost?” In which case reply, “Nothing. The meet
ing will be our gift to you. If it turns out that you do need
an estate plan, I’ll be happy to discuss prices with you
after I know more about how much work we need to do.
Fair enough?”
The words fair enough are also a valuable communica
tions tool. It lets clients keep control of their situation
and assures them you will not run up a bill without their
agreement.
When you meet in the summer, decide whether the
client needs the service and discuss prices. If you get a
price objection, try this response: “I’m fortunate. I am in
a financial position where I do not need your money. But
that is not as relevant as the fact that you need this ser
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vice. It will help you achieve your financial goals and
sleep better at night knowing that you are taking the
right steps to secure your financial future.
“My experience has been that when you really need
something, you are going to pay for it whether you buy it
or not. And it will usually cost you more and be more
painful if you don’t buy it.”
So, with a little planting and cultivating in tax season,
you can reap a bountiful harvest in the summer.

—By David W. Cottle, CPA, CMC, consultant to
accounting firms on increasing profitability, making
management and marketing more effective, and strate
gic planning and implementation. Phone: 888-DCOTTLE (326-8853); e-mail: dave@cottleconsulting.com. To
order a free copy of his 84 Clues to Tax and Financial
Services on Your Client’s 1040, e-mail your request to
clues@cottleconsulting. com.

continued from page 8 — PCPS Update
Accounting Services Executive Committee to provide
input to standards and technical developments in the
exposure draft phase, and to provide the local firm per
spective to all rulemaking bodies.

Management of an Accounting Practice Committee
The PCPS Management of an Accounting Practice (MAP)
Committee provides guidance to firms on effective and
efficient firm administration. Upcoming MAP activities
include: the preparation of MAP materials for the MAP
Center on the Portal; the development of a special forum
on firm succession issues; and an update and expansion
of MAP materials for the AICPA MAP Handbook (also
available electronically and on CD-ROM). The MAP
Committee also sponsors an annual poll of top MAP
issues, with results being used to develop programs to
meet firms’ most pressing needs.
These are just a few of PCPS’s most exciting projects
that are under way for 2001. Our committees work hard
to be an advocate to our local and regional member firms.
We welcome any feedback you may have. Here’s to a suc
cessful and profitable New Millennium!
William Balhoff
Chairman, PCPS Executive Committee

PCPS has posted Practical Guidance for Implementing
SSARS 8 to its Web site at aicpa.org/pcps. For a hard
copy, please call (800)-CPA-FIRM.
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PCPS
UPDATE

Dear PCPS Members:

Happy New Millennium!

Y2K has been quite a year for PCPS! We distributed our
2000 Member Survey to the PCPS population and
received results. The survey, conducted about every
three years, polls the PCPS membership to glean infor
mation on member issues and concerns. PCPS has heard
its membership loud and clear. The PCPS Executive
Committee will meet for a strategic planning session of
its own, using the results of the Member Survey to shape
the initiatives and programs of the future.
Here are some of the findings: A full 75% of member firms
would like to see PCPS offer solutions to the staffing crisis
facing the accounting profession. Another 67% of respon
dent firms feel positively about PCPS offering succession
planning education and services. Helping member firms
offer strategic planning as a service to their own clients
appeals to 66% of the surveyed membership.
When we asked about the most pressing issues for
members, the firms identified staffing as the most press
ing concern in the profession, followed by meeting the
demands of current clients. Other challenges firms have
include keeping up with technology, complying with
standards, marketing, and succession planning.
We want to keep in mind that most firms in our mem
bership still offer “traditional compliance” accounting ser
vices, including tax compliance, tax planning, audits,
reviews, compilations, and other assurance services. A
number of our firms also offer services, including litiga
tion support, mergers and acquisitions (M&A) valuation,
business performance valuation, strategic planning, and
employee benefits services. Because 72% of our firms
plan to grow by offering new services in future years, we
plan to develop programs to “jump-start” firms’ service
expansions. The most popular future service offerings
are elder care, business performance valuation, and infor
mation technology planning.
Here is a review of the 2000 programs of which we are
most proud.

Smarter Audits
Local and regional firms have a tendency to “over-audit,”
reducing profitability and productivity. To combat this
trend, PCPS commissioned a best practices study on audit
efficiency among leading nonnational firms. The study
received coverage in the September Journal of
Accountancy. We also published a guide for CPA prac
tices entitled Smarter Audits. For a copy, please call PCPS
at (800)-CPA-FIRM.
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Strategic Review
Strategic review is designed to help firms assess and
improve their strategic planning capabilities, as well as to
make recommendations on the direction and focus of
firm services. It will help to empower smaller firms in
the new market by identifying appropriate new services
that will allow these firms to compete successfully. After
developing materials and service guidelines, PCPS
launched the Strategic Review Program with its first train
ing session in Denver in August 2001. The “beta group” of
trainees will bring their skills to other member firms dur
ing the year. Trained Strategic Reviewers will be posted
on the PCPS Web site. The next reviewer training session
will be held June 10, 2001, in Orlando. If you would like
to participate in Strategic Review, either as a reviewer or
firm, please call PCPS at (800)-CPA-FIRM or visit us at
www.aicpa.org/ pcps.
SEC Proposed Rule
The PCPS membership truly made its voice heard this
year when the Securities and Exchange Commission
(SEC) proposed sweeping reform of independence rules
in August. PCPS urged its members to react to the SEC’s
proposal during the public response period. Harold
Monk, partner at Davis Monk & Company and Chair of
the PCPS Executive Committee, testified in Washington at
the hearing on the rules held on September 13, 2000.

International
As international trade and cross-border client needs
expand, even the smallest CPA firm may need to reach
out to a non-U.S. firm to service its clients. To explore
future international alliances, PCPS conducted focus
groups with local accountants in England, Germany,
Brazil, Argentina, Canada, and Mexico. We are also work
ing with the International Federation of Accountants
(IFAC) to help other countries set up PCPS-style organi
zations. As the world gets smaller, the reach of PCPS
needs to grow larger.
Here is a peek at some of the initiatives we’re planning
for 2001:
New Task Forces
In 2000, PCPS established three new task forces to
answer the management challenges facing local and
regional firms. The staffing task force is trying to provide
solutions to the personnel crisis facing the accounting
profession. The succession planning task force was
formed to help accounting firms plan their own retire
ment and new partner strategies. The international task
force is looking into establishing connections between
local U.S. and non-U.S. CPA firms to help with cross-bor
der client requirements.
continued on page 8
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continued from page 7 — PCPS Update
Practitioners’ Symposium
This year’s Practitioners’ Symposium will be held June 10
to 13, 2001, in Orlando. Key speakers and presenters
include Barry Melancon, AICPA President; Ron Crossland,
president of the Tom Peters organization; motivational
speaker Bill Butterworth; and author Ron Baker. PCPS
will again host a members reception on Tuesday, June 11,
2001, and is also looking forward to an exciting, informa
tive symposium.

Staffing Survey
The PCPS staffing task force distributed its first “Top
Talent” staffing survey to member firms. The survey will
research what perks, benefits, and lifestyle considerations
help firms retain their best nonpartner professionals. The
findings, which will be presented at the Staffing Forum
and Practitioners’ Symposium, should help local firms
begin to adapt to this highly competitive market for tal
ent. We will be receiving the results of the study early in
2001.
Staffing Forum
The AICPA and PCPS will be sponsoring this year’s
Staffing Forum on May 20 to 22, 2001, in Denver. The
Forum will cover topics such as how to attract and retain
generation X employees, best practices for hiring, firing,

and interviewing; and how to motivate staff with non
monetary rewards. As mentioned, we will also present
the results of the PCPS Top Talent staffing survey. You can
help your firm avert the staffing crisis by attending this
conference and its workshops specifically developed for
the benefit of local and regional CPA firms.

Here is an update on the efforts of other PCPS
Committees
Technical Issues Committee
Working “behind the scenes,” the Technical Issues
Committee (TIC) continues to play an invaluable role in
the relationship between standard and PCPS member
firms. TIC meets with task forces of the Financial
Accounting Standards Board, Government Accounting
Standards Board, Auditing Standards Board, and
continued on page 6

LETTERS TO THE EDITOR
The Practicing CPA encourages its readers to write let
ters on practice management issues and on published
articles. Please remember to include your name and
your telephone and fax numbers. Send your letters by
e-mail to pcpa@aicpa.org.
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